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Important information 

 

This presentation includes statements that are, or may be deemed to be, “forward-looking statements”.  These forward-looking statements can be identified by 

the use of forward-looking terminology, including the terms “believe”, “estimates”, “plans”, “projects”, “anticipates”, “expects”, “intends”, “may”, “will”, or 

“should” or, in each case, their negative or other variations or comparable terminology.  These forward-looking statements include matters that are not 

historical facts and include statements regarding the Company’s intentions, beliefs or current expectations. 

  

Any forward-looking statements in this presentation reflect the Company’s current expectations and projections about future events.  By their nature, forward-

looking statements involve a number of risks, uncertainties and assumptions that could cause actual results or events to differ materially from those expressed 

or implied by the forward-looking statements.  These risks, uncertainties and assumptions could adversely affect the outcome and financial effects of the plans 

and events described herein.  Forward-looking statements contained in this presentation regarding past trends or activities should not be taken as a 

representation that such trends or activities will continue in the future.  You should not place undue reliance on forward-looking statements, which speak only 

as of the date of this presentation.  No representations or warranties are made as to the accuracy of such statements, estimates or projections. 
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Highlights 
Nic Budden, Chief Executive Officer 



Group performance 
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Note: Adjusted EBITDA: defined as profit for the period before finance costs, finance income, tax, exceptional items, depreciation, profit on disposal of property, plant and equipment and share based payments  
1) Source: Land Registry, Foxtons research. Annualized for period Jan-Oct 2015 

• Solid performance across all business segments 

• Particularly strong performance in second half of 2015 with Adj. 
EBITDA growing substantially 

• Foxtons sales outperformed a slower London market through market 
share gains and successful branch expansion  

• High cash flow generation continued: 

− 87.4% operating cash conversion 

− 11pps dividend; 13.4% increase from 2014 

− £73.5m in dividends returned to shareholders since IPO 

• Organic branch expansion strategy with centralised IT driven business 
model continues to deliver margins in excess of 30% 

• Despite short term head winds, longer term fundamentals of London 
property market remain strong 

• £100bn+ total annual sales and lettings market in 2015(1) 

• Comprising 45% of all property transaction value in England and 
Wales(1) 
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Financial results 
Gerard Nieslony, Chief Financial Officer 



Key performance indicators 

6 

 KPIs FY 2015 FY 2014 % 

Number of branches(1) 58 51 13.7% 

Average revenue per branch (£000)(2) 2,748 3,029 (9.3%) 

Average revenue per employee (£000) 113 113 (0.1%) 

Sales revenue (£m) 72.2 69.8 3.4% 

Units(3) 5,558 5,323 4.4% 

Revenue per deal (£) 12,990 13,119 (1.0%) 

Lettings revenue (£m) 68.9 67.4 2.3% 

Units 20,539 20,895 (1.7%) 

Revenue per deal (£) 3,357 3,225 4.1% 

Mortgage revenue (£m) 8.3 6.3 31.8% 

Units 3,801 3,154 20.5% 

Revenue per deal (£) 2,171 1,985 9.4% 

 
1) At year end 
2) Average revenue per branch is computed as total revenue / average number of branches in the period 
3) Excludes 0% sales 
4) Other segment revenue and Adj. EBITDA not shown 

Revenue by segment - % of total (4) 

49% 48% 

47% 46% 

4% 6% 

2014 2015

EBITDA by segment - % of total (4) 

50% 51% 

47% 45% 

2% 3% 

2014 2015

Sales Lettings Mortgage broking 



Profit and loss 
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 Profit & loss  (£m) FY 2015 FY 2014 % 

Revenue 

Sales 72.2 69.8 3.4% 

Lettings 68.9 67.4 2.3% 

Mortgage broking 8.3 6.3 31.8% 

Other 0.4 0.4 

Total revenue 149.8 143.9 4.1% 

Administrative expenses (103.8) (97.7) (6.2%) 

Adj. EBITDA 46.0 46.2 (0.4%) 

Adj. EBITDA margin 30.7% 32.1% 

Depreciation (4.4) (4.1) 

LTIPs (0.7) (0.1) 

Operating profit 40.9 42.0 (2.6%) 

Net finance income 0.1 0.1 

Profit before tax 41.0 42.1 (2.6%) 

Tax (6.4) (8.7) 

Profit after tax 34.6 33.4 3.4% 

        

Basic EPS 12.3 11.9 3.4% 

Reduction of £2.0m in deferred tax due to reduced corporation tax 
rates on the deferred tax liability in respect of the intangible brand 
asset 

Record revenue achieved in 2015 



Administrative expenses 
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£m 2015 2014 Variance % 

Sales & lettings salaries and other COS 44.5 42.3 2.2 5.2% 

Cost as % of total revenue 29.7% 29.4% 

Administration costs related to: 

Branches 27.6 25.2 2.4 9.5% 

HQ costs (Chiswick Park) 23.2 22.6 0.6 2.6% 

All other admin costs(1) 8.5 7.6 0.9 11.6% 

Administrative expenses 103.8 97.7 6.1 6.2% 
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1) Includes administration costs of Mortgage broking, Property Management, Renewals, PLC costs and management cash incentives 
2) Average number of branches in the period 

24 29 32 37 44 51 58 
Branches  

at Y/E 

Average administrative expenses per branch (£000)(2) 

HQ costs 

Branch costs 

2015 administration expenses £103.8m (2014: £97.7m), an 
increase of 6.2% including: 

• £2.2m (+5.2%) increase in in sales & lettings salaries 
and other COS, in line with revenue growth (4.1%) 

• £2.4m (+9.5%) increase in branch overhead costs 
primarily reflects opening of 7 new branches (+14.7%)(2) 

• £0.6m (+2.6%) increase in HQ costs (Chiswick Park),  

• Lower increase in costs versus expansion of branch 
network reflects business operational leverage 

 



Adjusted EBITDA analysis 
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FY 2015 FY 2014 

Sales £23.5m £23.2m 

Margin 32.6% 33.3% 

Lettings £20.7m £21.8m 

Margin 30.1% 32.4% 

Mortgage broking £1.4m £0.7m 

Margin 16.5% 11.8% 

Other £0.4m £0.5m 

Group Adjusted EBITDA  £46.0m £46.2m 

Margin 30.7% 32.1% 

 24.9  
 20.5  

 21.3  
 25.5  

 46.2   46.0  

2014 2015

H1 

H2 

Adjusted EBITDA phasing (£m) 

• Sales and lettings margins reduced slightly due to the challenging Central London market together with the continued growth in the 
branch network adding to the number of immature branches 

• Mortgage broking continues to produce margin improvements from significant revenue growth 

 

 



Cash flow 
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Cash flow (£m)  FY 2015 FY 2014 

Adjusted operating cash 

  Adjusted EBITDA 46.0 46.2 

  Movement in working capital 2.0 (0.3) 

  Net capital spend (7.8) (6.8) 

Adjusted operating cash 40.2 39.1 

Operating cash conversion ratio 87.4% 84.5% 

Other cash movements 

  Income taxes paid (8.3) (10.3) 

  Purchase of shares for LTIPs - (1.5) 

  Other 0.1 - 

Net free cash flow 32.0 27.3 

Net free cash to Adjusted EBITDA ratio 69.6% 59.1% 

Financing activities 

  Dividends paid (28.0) (28.1) 

  Share buyback (0.9) - 

Net increase/(decrease) in cash 3.1 (0.8) 

Cash at start of period 22.5 23.3 

Cash at end of period 25.6 22.5 

2015 capital spend includes 7 new branches, acquisition of a small 
lettings book (£0.5m) and IT expense to provide for disaster recovery  

Lower tax payments reflects higher profitability in 2013 and the 
instalment payments thereon falling into 2014, together with lower 
rates of corporation tax in 2015 

Foxtons strong cash conversion, asset light business model and net 
debt free position enables it to return substantial dividends to 
shareholders 

Share buy-back programme commenced Dec-2015 acquiring 0.5m 
shares 

Increase of 17.1% 



Dividends and share buybacks 
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1) Statutory basic earnings per share 

2014 2015

Total dividends declared as % of EPS (1) Dividends 

• All returns to shareholders paid from cash flow generated by the company 

• FY 2015 dividend of 11.0p (2014: 9.7p, +13.4%) 

• Dividends as percentage of EPS has increased from 81.5% to 89.4% 

• Since IPO (September 2013) the company has returned a total of c.26p per share to 
shareholders, including the final 2015 proposed dividend 

 

 

Share buyback programme 

• Share buyback programme initiated by the Company on 16 December 2015, funded from 
surplus accumulated cash resources  

• This and any future buy-back programmes is in line with the Company’s policy to return 
excess cash to shareholders 

• To date 7.1m shares have been purchased for a total cost of £12m, comprising 2.5% of the 
issued share capital of the Company, enhancing EPS by 2.6% in a full year 

81.5% 

89.4% 



Market and business overview 
Nic Budden, Chief Executive Officer 



13 

Sales market and Foxtons relative performance 

Source: Land Registry, Foxtons research 
1) Central London as defined by TFL transport zone 1 
2) Annualized for period Jan-Oct 2015 
3) Long term average defined as average residential sales transaction during period 1996-2006 for Greater London and England & Wales, 2000-2006 for Central London 
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• London residential property sales transactions volumes  fell almost 10% in 2015 and are currently around 30% below their long term average 

• Central London transaction volumes fell even further, and are now only 14.6% higher than at their lowest levels in 2008/9 

• London sales market have been slow to recover after the General Election and remain at subdued levels with little recovery expected until the 
Brexit issue is resolved 

• Despite market volumes falling, Foxtons sales volumes  increased by 4.4% vs 2014, driven by: 

− Solid performance across branch network, particularly in Outer London areas and across the New Homes division 

− Continued focus on delivering exceptional customer service and sales track record  

− Newer branches performing well and increasing market share 

• Foxtons sales market share in London has doubled since 2008; achieved through market share growth by more mature branches and the 
opening of new branches 
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Source: Land Registry, Foxtons research 
1) Annualized for period Jan-Oct 2015 

Residential property sales transaction price and volumes by area(1) 

Zone  2015 
average 

price 

% 2015 
price 

change 

% 2014 
price 

change  

% 2015 
volume 
change 

% 2014 
volume 
change 

1 £1.66m 15.2% 17.4% (14.9%) (6.5%) 

2 £710k 8.0% 15.4% (12.5%) (2.4%) 

3 £571k 10.5% 12.5% (6.3%) 4.7% 

4 £403k 10.9% 10.9% (6.3%) 11.1% 

5 £411k 18.1% 11.9% (2.7%) 9.0% 

6 £419k 12.6% 9.9% (7.0%) 11.3% 

Total £514k 12.4% 14.8% (9.6%) 6.3% 

Foxtons branch Adj. EBITDA mix by area 

Zone 1 

Zone 2 

Zone 3+ 

• Foxtons branch expansion programme is providing a wider 
footprint, with over 70% of branch EBITDA now generated 
outside Zone 1 

• As newer branches in Outer London areas mature, Group 
Adj. EBITDA will continue to diversify from Central  London 

Sales market and Foxtons relative performance 

• Since 2013 property sales volumes in Zones 1 and 2 have fallen 21.4% 
and 14.9% respectively.  

• Had Zone 1 transaction volumes  remained flat, we estimate Group 
Adj. EBITDA would have been c.£5m higher in 2015 
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New Homes and Alexander Hall update 
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• 2015 Adj. EBITDA margin: 48.7% (2014: 45.8%) 

• 57.1% unit growth in 2015 

• 49.5% revenue growth in 2015 

• New Homes comprised 17% of total Foxtons sales in 2015 
(by units) 

• 2015 Adj. EBITDA margin: 16.5% (2014: 11.8%) 

• 20.5% unit growth in 2015 

• 31.8% revenue growth in 2015 
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Lettings market update 
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Number of privately rented homes in London (1) 
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• Over 1m London households now live in the private rental sector (PRS), a 9.6% CAGR from around 400k in 2003 

• The tenure shift is particularly pronounced in London, where 30% of households now live in PRS, compared to 18% in the rest of England 

• Institutional investment in PRS has resulted in the emergence of a Build to Rent market, with £10bn Invested to date(2) and backed by a 
further £4.5bn of government support 

• These long term trends should also ensure Buy to Let remains an attractive investment, despite recent government legislation in the sector. 
Foxtons research indicates 90% of landlords do not expect to leave the sector despite these changes(3) 

• This tenure shift, coupled with Foxtons strong customer satisfaction, has resulted in increased numbers of tenants and landlords renewing 
tenancies rather than opting to move. Foxtons annual renewals have increased over 50% since 2010 

• Foxtons tenant renewal rate in Q4 2015 was over 90% 

1) Source: English Housing Survey 
2) Source: British Property Federation 
3) Source: Custom research conducted on behalf of Foxtons by Simpson Carpenter 



Strategy and outlook 
Nic Budden, Chief Executive Officer 



Strategic priorities 
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Focus on market 

 with attractive 

 fundamentals 

Exceptional service, 

premium pricing 

 ∙    London property market continues to offer disproportionate value and growth 

 ∙    45% of all property transactions by value in England and Wales occurred in London in 2015(1) 

 ∙    Natural imbalance between supply and demand leading to resilient prices 

 ∙    Highly valuable letting markets 

Low risk, high return 

expansion 

programme 

Centralised  

business model  

 ∙    Network of single brand branches attracts thousands of buyers and properties 

 ∙    Entire business underpinned by innovative technology and data with 3.7m property records 

 ∙    High levels of productivity and service at low cost 

 ∙    Leading market share position across broad range of market segments 

 ∙    Maintain commission rates for both sales and lettings(2) 

 ∙    97% of sale and rental prices achieved, 1 sale every 45 minutes and 1 rental every 21 minutes  
∙    73% landlord repeat business, 76% tenant renewal rate 

 ∙    125 awards won in the last 5 years 

 ∙    Successful track record of organic expansion 

 ∙    62 branches with potential for 100+ in London 

 ∙    Emphasis on Outer London areas where volume growth is highest 

 ∙    Newer branches performing in line with expectations 

 
1) Annualized for period Jan-Oct 2015 
2) Excludes New Homes division 
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Branch network growth since IPO 

Note: 63 branches at H1 2016 
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Branch network growth from IPO to 2020 
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Expansion strategy 

6 11 11 11 
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2010 2015 2016 (Plan) 2017 (Plan)

Zone 1 Zone 2 Zone 3+

Foxtons branch expansion by transport zone 

Pimlico & Westminster Walthamstow 

Units 514 1,722 

Average price  £1,202k £395k 

Market size  £618m £680m 

Addressable market 
 

£15.4m £17.0m 

Market size example (2015)(1) 

• Foxtons has a long and proven track record of successful  branch expansion 

• Foxtons expansion programme focussed on expanding branch profile into Outer London areas where we expect volume and price growth 
to remain highest in the future. Opportunities identified to open 100+ branches within Greater London 

• Recent price growth, as well as high transaction volumes, ensure that many of these areas now have addressable market sizes similar to 
Central London areas 

• On average new branches achieved positive cash flow in c.7 months and cash paid back in c.20 months 

• Average ROCE achieved of c.150% by second year of operation for new branch openings 

• 4 new branches already opened in 2016, with 3 more scheduled to open later in the year 

 
1) Source: land Registry. Annualized for period Jan-Oct 2015. Areas defined by Foxtons 

(Sales comms. @2.5 %) 



Summary and outlook 
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• Solid performance in 2015 characterised by revenue growth across all business segments 

• Adjusted EBITDA margins exceeding 30% despite London property sales transactions falling 10% 

• Sales units increased 4%; driven by market share gains, continued successful branch expansion and excellent performance within 
New Homes 

• Sales volumes since 2008 increased 134% compared with 37% market recovery demonstrating the strength of Foxtons brand and 
organic roll out strategy 

• Too early to predict short term sales market trends for 2016 but excellent progress  being made to 100 branch network within 
London, addressing c.£100bn market at today’s volumes and prices 

• Expanding network of London branches well positioned to capture growth from any improvement in market conditions  



Appendix 
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Leading brand position 

29% 

12% 

8% 
6% 5% 5% 4% 4% 3% 3% 

London estate agent unprompted brand awareness 
for non-Foxtons vendors and landlords (1) 

1) Source: Custom research conducted on behalf of Foxtons by Simpson Carpenter, an independent market research company.  
2) Vendor valuations 
3) Sales and lettings instructions. Acquisition costs include all internal and external costs related to marketing expenditure, including salaries 

relating to direct marketing personnel, move consultants and corporate services personnel, in connection with sales and lettings instructions 

• Foxtons leading brand reputation has been built up over 30 years 
across channels: 

− No.1 or no. 2 aggregator sales listings share positions in 
over 70% of its London branch territories(2)  

− 8m website page views per month 

− c.6.4m inbound calls and c.9.9m outbound calls  p.a. 

− 62 café style branches 

− Fleet of over 1,000 cars including branded Minis 

• Aggregator presence and local high street branch presence are 
among the top 3 reasons vendors chose an estate agent(2) 
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Average acquisition cost of a Foxtons instruction(3) • Foxtons leading brand awareness  and direct marking to its 
proprietary database of 3.7m records results in limited above the 
line advertising spend (low print, no television/radio) 

• As a result, Foxtons customer acquisition costs are kept low and 
allowed marketing costs to be reduced; from over 7% of Group 
revenue between 2005 to 2007 to 2% in 2015 

• Marketing cost control achieved despite significant expansion in 
branch network 


